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Director’s  Comments 


I am  deeply  grateful 
for  the  opportunity  to  hold  a 
command  billet.  There  is  no 
other  job  that  I enjoy  more  in 
our  Corps. 

Command  is,  by  its 
nature,  demanding.  There  are 
continual  challenges  and  ob- 
stacles to  overcome.  In  a good 
command,  though,  the  most 
difficult  thing  that  a CO  must 
do  is  to  leave.  This  is  very  much 
the  case  for  me  as  I look  toward 
the  6th  of  July. 

Looking  back,  I am 
amazed  by  your  accomplish- 
ments. For  36  months,  you  have 
have  never  failed  to  accomplish 

'When  the  Commandant 
needed  help,  you  didy our  fair 
share  and  more  " 

the  mission.  When  the  Com- 
mandant needed  help,  you  did 
your  fair  share  and  more.  You 
never  let  him,  or  me,  down. 

You  have  continually  been 
among  the  leaders  in  the  nation 
in  production,  quality,  and 
quality  control.  You  have  been 
in  the  forefront  of  recruiting 
creativity,  with  innovations  in 
the  pool  program,  new  concepts 
in  doctrinal  pool  development, 
and  an  expanded,  more  efficient 
command  recruiting  program. 

I am  particularly  proud  of 
the  many  career  recruiters  who 


have  chosen  to  make  recruiting 
their  profession  during  the  last 
three  years.  In  1987,  we  did 
not  have  enough  career  re- 
cruiters to  meet  our  T/O 
requirements.  Now,  even  after 
sending  dozens  of  8412s  to 
other  districts  and  recruiting 
support  billets  throughout  the 
nation,  we  have  well  over 
100%  of  our  authorized 
strength  on  board.  These  are 
Marines  who  are  proven  re- 
cruiters and  strong  leaders, 
able  to  take  the  challenges  and 
pressure  of  extended  recruiting 
tours  in  stride.  It  is  the  enthu- 
siasm, dedication  and  compe- 
tence of  these  Marines  that 
gives  the  6th  Marine  Corps 
District  its  unique  character 
and  continued  success,  month 
after  month,  year  after  year. 

In  the  midst  of  the  monthly 
recruiting  battle,  it  is  easy  to 
lose  sight  of  the  true  accom- 
plishment of  the  6th  Marine 
Corps  District  over  the  past 
three  years.  We  have  sent  to 
Parris  Island  nearly  20,000  of 
the  finest  recruits  ever  to  walk 
through  those  gates.  These 
were  young  men  and  women 
who  were  intelligent,  in  superb 
physical  condition,  and  highly 
motivated  to  become  United 
States  Marines.  As  a result  of 
your  work,  the  men  and 
women  women  wearing  the 
eagle,  globe  and  anchor  today 


Editor's  Note:  Back  to  Basics  will  reappear  in  July's  issue  of  the 
Dixie  Digest. 


are  the  best  they  have  ever 
been. 

As  I said  when  I opened, 
leaving  this  district  is  very 
difficult  for  me.  I know  that 
there  will  be  new  challenges, 
but  it  is  hard  for  me  to  imag- 
ine them  matching  those  of 
recruiting  duty.  Like  an  old 
warrior  who  still  listens  for 
the  bugle,  I know  that  the 
beginning  of  each  month  will 
seem  empty  without  a new 
recruiting  battle.  Most  of  all, 
I regret  that  I will  no  longer 
be  able  to  regularly  associate 
with  some  of  the  Corps 
finest:  the  Pacesetters  of  the 
6th  Marine  Corps  District. 
Thank  you  for  your  loyalty, 
performance,  and  most  of  all 
for  your  friendship.  I am 
going  to  miss  you. 

Semper  Fidelis, 

f e. 

J.C.  LILLY,  JR. 

Colonel,  USMC 
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SUPPORTING 
ARM  -Mary  "Lil" 
Loney,  a true  6th 
MCD  Pacesetter. 


Lil’  is  done  without  her 


Story  and  photo  by 
Sgt.  Leah  Gonzalez 

PANCO , RS  Montgomery 

Just  about  everyone  knows  when  “Lil”  is 
out.  Everything  that  can  be  associated  with  ad- 
ministration comes  to  a grinding  halt.  Not  too 
many  offices  can  get  along  without  the  “Lils”  of 
the  world.  In  fact,  no  elite  force,  civilian  nor 
military,  can  do  without  the  many  tasks  in  which 
secretaries  perform  on  a daily  basis. 

RS  Montgomery  has  such  a "Lil". ..Mary 
“Lil”  Loney.  A few  of  her  tasks  include  typing, 
handling  correspondence,  telephone  queries, 
filing,  managing  ASVAB  correspondence, 
handling  NROTC  correspondence  and  taking 
care  of  various  reports. 

A GS-6  and  interior  designer  by  trade, 
Loney  became  interested  in  secretarial  work 
while  stationed  with  her  husband,  Air  Force 
Colonel  Charles  Loney,  in  Brussels,  Belgium 
from  1984-1987. 

“At  the  time,  the  economy  in  Brussels  was 
very  tight,  and  in  order  to  be  an  interior  de- 


signer, I needed  to  speak  three  languages  very 
fluenty,”  said  Loney.  “Since  then,  I’ve  stayed  in 
the  secretarial  field." 

Lil  enjoys  secretarial  work  more  than 
interior  design  because  "you  don’t  have  to  take 
the  work  home  with  you.  And  with  the  Ma- 
rines, I work  in  a family-like  atmosphere; 
there  is  so  much  teamwork  and  comraderie." 

"Working  with  the  Marines  is 
working  in  a family-like  atmosphere. " 

Since  joining  the  Marines  here  in  No- 
vember 1988,  Loney,  a mother  of  two  and  a 
grandmother  of  one,  has  found  the  transition 
to  the  Marine  Corps  procedures  an  easy  one. 
“Since  I worked  for  the  Army  while  in  Brussels 
(NATO  Forces),  it  was  fairly  easy  to  acquaint 
myself  with  the  new  procedures.” 

Now  that  she’s  settled  into  her  job  here, 
Loney  and  her  husband  are  planning  for  re- 
tirement. “We’re  restoring  our  old  family  home 
in  Gulfport,  Miss.  Hopefully,  we’ll  have  it 
finished  by  the  time  Charles  retires  in  1992. 
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iLL  IN  THE  FAMILY 


FUTURE  LEATHERNECKS—  Jason  and  Tesha  Shipp  take  their 
"own  initial  strength  test  " while  in  the  Delayed  Entry  Program. 


Stoiy  and  photo  by 
Sgt.  Susan  M.  Hand 

PANCO,  RS  Macon 


Mcrd  Parris  Island 
boot  camp  challenges  many.  It 
is  the  beginning  of  a bonding 
of  qualified  men  and  women, 
implementing  the  importance 
of  teamwork  and  self-confi- 
dence. Prior  to  shipping,  some 
future  Marines  may  have  a 
headstart  like  Jason  and  Tesha 
Shipp  of  Kennesaw,  Ga. 

Enlisting  in  the  Corps 
became  a reality  when  Jason, 

19,  and  his  sister  Tesha,  21, 
walked  by  the  Armed  Forces’ 
recruiting  offices  recently. 
Sergeant  James  Williams,  a 
local  Marine  Corps  recruiter, 
then  caught  their  attention, 
asking  both  “Why  not  join 
America’s  Force  of  Choice?” 

After  speaking  to  other 
recruiters  from  the  other 
Armed  Services,  they  went 
home  and  consulted  with  their 
parents  about  their  future. 

“You’ve  got  to  be  kidding!” 
exclaimed  their  mother,  Bar- 
bara Shipp,  after  being  told 
they  were  thinking  about 
joining  the  Corps.  “Wouldn’t  you 
rather  continue  with  college  or 
get  a local  job  in  Atlanta?  Are 
you  (two)  really  sure?” 

Jason  decided  he  wanted 
to  take  up  the  challenge  and 
soon  enlisted  into  the  Delayed 
Entry  Program.  Tesha  echoed 


his  decision  three  months  later. 

Jason  enlisted  “for  the 
experience  and  job  skill  train- 
ing,” and  Tesha,  “for  the  chal- 
lenge and  to  get  a sense  of  di- 
rection.” Both,  however,  said 
that  the  main  reason  for  join- 
ing was  “to  go  with  the  best  and 
to  take  up  the  great  challenge 
that  goes  along  with  becoming 
a Marine.” 

After  her  anxiety  cooled 
down,  Mrs.  Shipp  thought 
about  her  children’s  decisions.  “I 
must  admit,  it  takes  a lot  of 
‘guts’  to  join  the  Marines.  It’ll  be 
a good  experience  for  them.  I 
guess  I’m  just  scared  they’ll 
never  come  home  again,”  Mrs. 
Shipp  relented. 

According  to  their  father, 
Jackie  Shipp,  a former  soldier, 


“Becoming  Marines  will  be  a 
continuation  of  the  compe- 
tiveness  and  discipline  I have 
instilled  in  them  over  the 
years,”  their  proud  father  said. 
“It  will  be  especially  difficult 
for  me  to  let  my  little  girl  go, 
but  I support  them  both  in 
whatever  they  do.  I know 
they  can  handle  it,  and  it  will 
make  them  stronger  in  the 
long  run." 

“It  is  things  like  this  that 
make  recruiting  fun,”  Sgt.  Wil- 
liams said.  “I’ve  put  in  brothers 
and  twins,  but  never  a 
brother-sister  team.  It  feels 
good  to  know  that  a brother 
and  sister,  who  are  so  close, 
have  made  this  decision  to 
become  one  of  the  World’s 
Finest." 
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I riendly  Competition 


Story  and  photo  by 
SSgt.  Alfred  Biggs 
PANCO,  RS  Raleigh 

Friendly  competition 
abounds  in  the  Marine  Corps. 
Everything  from  one-on-one 
matches  in  racquetball  and 
tennis  to  the  intramural  sports 
of  football  and  basketball.  It  is 
the  spirit  of  competition  that 
most  of  us  enjoy  the 
most.. .although  no  one  likes  to 
lose.  This  spirit  begins  in,  if  not 
before,  recruit  training.  Pla- 
toons compete  against  each 
other  in  drill,  academics,  and 
rifle  range  qualification.  It 
culminates  in  Recruit  Training 
Regiment  Field  Meets  when 
entire  battalions  compete  for 
the  Commanding  General’s 
Trophy  and  the  bragging  rights 
as  the  “Best  battalion  on  the 
island.” 


The  same  principle  was 
applied  recently  in  RS  Raleigh 
when  the  RSS’s  came  together 
for  an  RS  Field  Meet.  The 
state  was  divided  into  two 
sections:  east  and  west.  The 
RSS’s  from  each  area  com- 
peted against  each  other  in 
several  time-honored  events, 
including  sit-ups,  push-ups, 
fireman’s  carry,  standing  broad 
jump,  and  the  tug-of-war. 

Each  team  (RSS)  partici- 
pated in  every  event  and 
points  were  awarded  for  first, 
second,  and  third  place  fin- 
ishes. At  the  end  of  the  meet, 
the  points  were  tallied  and 
ribbons  were  presented  to  the 
winners  of  each  event.  A 
trophy  was  presented  to  the 
team  that  accumulated  the 
most  points  for  the  entire 
meet. 

“The  object  of  the  Field 


Meet  was  to  get  all  of  the 
future  Marines  together  from 
the  different  RSS’s  to  have  a 
good  time  and  some  friendly 
competition,”  said  Maj.  H.E. 
Poole,  RS  Raleigh  Command- 
ing Officer.  “It  also  provided 
them  an  opportunity  to  work 
together  as  a team,”  he  added. 

The  Raleigh  team  put 
together  first  place  finishes  in 
the  sit-up  and  tug-of-war 
clashes  and  placed  second  in 
the  push-up  and  standing 
broad  jump  competitions.  This 
gave  them  the  overall  win  for 
the  East  Side  Field  Meet. 

At  the  West  Side  Meet, 
the  team  from  RSS  Asheville 
nabbed  firsts  in  the  sit-up, 
push-up,  and  fireman’s  carry 
contests.  That  was  enough  for 
them  to  capture  the  overall 
trophy  from  the  West  Side. 


HEAVE  --Future 
Marines  test  both 
strength  and  team- 
work during  an  RS 
Raleigh  field  meet 
competition. 
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Personality  Plus 


Story  by  Sgt.  J.C.  Saris,  Jr. 

PANCO,  RS  Nashville 


Staff  Sergeant  Santiago  Silva  is  an  unfor- 
gettable Marine.  From  the  first  moment  you 
meet  him,  his  unique  attitude  and  demeanor 
will  entertain  even  the  most  stolid  of  characters. 

It  could  be  his  energy  level,  his  is  tough  to 
equate.  The  closest  I can  come  up  with  would 
be  that  of  a hyper-active  three-year-old,  (and 
the  beauty  of  this  is,  he  rarely  requires  a nap). 
SSgt.  Silva  has  the  inate  ability  of  motivate. 
Never  a dull  moment  and  rarely  a lull.  He  can 
make  almost  anyone  feel  like  a friend.  If  you 
are  down,  he’ll  pull  you  up,  and  if  you  are  al- 
ready up,  he’ll  join  you  and  add  to  the  fun. 

Then  again,  it  could  be  his  voice.  When 
you  look  upon  Silva,  you  see  a very  squared- 
away  Marine.  His  Puerto-Rican  background  is 
the  base  behind  his  olive  skin.  Physical  fitness  is 
obviously  one  of  his  priorities  and  uniform  fit 
never  lacks  detail. ..but  that  voice!!!  To  say  that 
his  voice  is  high-pitched  is  an  understatement. 


"Helping  young  men  and  women 
realize  what  they  want  to  do  with  their 
future  is  exactly  what  SSgt.  Silva  does. " 


It’s  not  that  it’s  feminine,  nor  is  it  some- 
thing directly  out  of  the  Looney  Tunes  cartoon 
voice-over  cart.. .but  it  does  fall  somewhere  in 
those  limits.  The  point  that  I’m  trying  to  make  is 
that  it’s  impossible  to  ignore  him.  Initially,  you 
don’t  know  how  to  take  him. 

I’m  not  trying  to  say  that  he  comes  across 
as  being  crazy,  but  common  introductions  are 
just  not  his  style.  For  instance,  if  you  are  ever  to 
call  his  office  and  get  the  answering  machine, 
you’re  in  for  a real  treat.  SSgt.  Silva  sounds  off 
with  background  music  from  Star  Trek;  Space, 
the  final  frontier.  These  are  the  voyages  of  the 
Starship  U.S.  Marines.  Our  three  year  mission  is 


Sgt.  Joseph  Sawyer,  Jr. 

ROOKIE  RECRUITER  OF  THE  YEAR  SSgt. 
Santiago  Silva,  the  nation’s  top  rookie  recruiter  of 
the  year. 

to  seek  out  highly  qualified  young  men  and 
women  with  a burning  desire  to  become  Marines 
and  to  boldly  go  where  no  one  has  gone  before.  If 
you  feel  that  you  have  the  mettle  to  become  one 
of  the  world’s  finest...  a United  States  Marine,  at 
the  sound  of  the  tone,  please  leave  your  name  and 
number.  ” 

He  is  a salesman  through  and  through.  I 
believe  that  a young  man  or  woman  need  only 
to  have  entertained  the  idea  of  someday  be- 
coming a Marine  and  Silva  will  assist  them  in 
realizing  that  their  birth-right  is  that  vacation  at 
Parris  Island. 

Helping  young  men  and  women  realize 
what  they  want  to  do  with  their  future  is  exactly 
what  Silva  does.  His  recruiting  process  doesn’t 
include  any  high  pressure  tactics.  Silva  is  a 
deeply  religious  man  who  stays  in  stride  with 
the  preaching  of  the  Bible. 

His  salesmanship  is  not  what  we  Ameri- 
cans fear  typical  of  a used  car  salesman.  His 
approach  is  not  laden  with  lies  or  deception. 
Silva  truly  loves  and  believes  in  his  product,  the 
United  States  Marine  Corps. 
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Principles  of  Recruiting 


By  LtCol.  Richard  L.  Owen 
6th  MCD  Operations  Officer 


As  district  operations  officer  for  the 
finest  recruiting  organization  in  the  Marine 
Corps,  I’ve  been  challenged  to  provide  the 
support  our  recruiters  deserve,  while  trying 
(not  always  successfully,  I’m  afraid)  to  stay  out 
of  the  path  of  the  advance.  Along  the  way,  I 
have  acquired  a few  notions  as  to  what  makes  a 
good  recruiting  team  which  I would  like  to 
provide  for  your  consideration.  I’ve  phrased  my 
lessons  learned  as  recruiting  principles.  Just  as 
there  are  principles  of  war,  there  are  principles 
of  recruiting.  Those  that  I think  most  important 
follow. 

uProduction  is  King.  This  is  the  first 
rule  of  recruiting.  The  recruiting  management 
corollary  is:  Before  you  make  a decision,  first  de- 
termine the  affect  on  productivity.  Every  decision 
a recruiting  commander  (and  by  commander  I 
mean  director,  CO  or  NCOIC)  makes  affects 
productivity  in  some  way.  As  long  as  the  re- 
cruiting commander  maintains  his  focus  on  pro- 
duction, he  is  less  likely  to  make  a major  mis- 
take. If  he  ever  loses  this  ball,  however,  it  will 
probably  regain  his  attention  by  hitting  him 
between  the  eyes. 

•Work  All  Markets  and  Use  All  Sup- 
porting Arms  All  the  Time.  Ask  any  experi- 
enced recruiter:  if  you  talk  to  enough  prospects, 
you  will  make  your  mission.  Two  things  deter- 
mine how  many  people  you  talk  to:  the  size  of 
your  recruiting  “window”  and  your  recruiting 
“reach”.  Your  recruiting  window  is  your  market, 
and  it  can  be  open  or  shut.  The  recruiting 
window  can  be  narrowed  in  many  ways,  such  as 
failure  to  maintain  quality  discipline  (which 
forces  a station  into  the  direct  alpha  market), 
poor  contract  placement,  or  overly  strict  quality 
requirements.  The  narrower  the  window,  the 


lower  productivity.  Your  recruiting  reach  is 
defined  by  the  number  of  people  that  you  can 
contact.  By  himself,  one  recruiter  can  only  do 
so  much.  However,  if  he  uses  his  poolees, 
recruiter  assistants,  boot  leavers,  annual 
leavers,  recruiter  aides,  priority  prospect  cards, 
reserve  referrals,  and  RSSOs,  he  will  be  able 
to  saturate  his  area.  Recruiting  support  pro- 
grams are  like  legs  on  a stool.  The  more  you 
use,  the  less  likely  that  the  failure  of  one  or 
two  will  cause  the  stool  to  tip  over. 

•Focus  on  Opportunities.  Two 
NCOICs  have  side  by  side  sub-stations,  one 
rural,  one  urban.  The  first  NCOIC  complains 
of  long  driving  times,  poor  school  quality,  and 
the  lack  of  a graduate^  market.  The  second 
NCOIC  complains  of  drug  and  crime  prob- 
lems, his  drop  out  rate,  and  a high  employ- 
ment rate.  Both  are  focused  on  their  problems. 
Neither  succeeds.  Now  change  the  story.  The 
first  NCOIC  focuses  on  his  opportunities:  the 
relatively  high  moral  quality  and  good  physical 
condition  of  his  young  people,  high  unemploy- 
ment and  low  pay  scales,  and  the  positive 
attitude  toward  the  military.  The  second 
NCOIC  concentrates  on  his  strong  graduate 
market,  the  ability  to  reach  many  people 
easily,  and  a concentrated,  strong  pool.  Both 
succeed.  Without  fail,  recruiting  teams  on 
their  way  up  focus  on  opportunities.  Recruit- 
ing teams  on  their  way  down  focus  on  excuses. 
Every  recruiting  problem  is  a hidden  opportu- 
nity. You  decide  how  to  look  at  it. 

•Numbers  are  Not  Objectives.  Re- 
cruiting is  a numbers  business.  We  measure 
everything.  Even  so,  only  two  sets  of  numbers 
represent  objectives:  production  and  shipping. 
All  of  the  other  numbers  are  actually  indica- 
tors used  to  determine  if  our  recruiting  pro- 
gram is  on  track.  For  example,  if  an  RSS  has  a 
closing  ratio  well  above  the  RS  average,  the 
RI  will  try  to  fix  the  problem.  His  objective, 
however,  is  not  to  lower  the  closing  ratio.  His 
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Sgt.  Joseph  Sawyer,  Jr. 


PROCUREMENT— LtCol  Owen,  6th  MCD  Operations  Officer,  considers  recruiting  statistics. 


objective  is  to  find  out  why  the  RSS  has  been 
ineffective  in  turning  interviews  into  new 
working  applicants,  and  fix  that  problem. 
When  the  real  objective  (more  effective  sales 
techniques)  is  achieved,  the  closing  ration  will 
take  care  of  itself. 

mNever  Let-Up  on  Quality  Control 
You  can  look  at  recruiting  as  a stack  of  blocks 
quality  on  top,  held  up  by  production,  ship- 
ping, and  on  the  bottom,  quality  control.  The 
analogy  is  this:  if  you  have  production  prob- 
lems, quality  falls.  If  you  have  near  term 
shipping  concerns,  both  production  and 
quality  are  affected.  If  you  have  serious 
quality  control  problems,  shipping,  produc- 
tion, and  quality  all  tumble  to  the  deck.  With 
the  exception  of  poor  production,  nothing 
destroys  a recruiting  unit  quicker  or  takes 
longer  to  fix  than  a quality  control  break- 
down. 

mChoose  Your  Priorities  Carefully. 
You  have  two  choices  on  recruiting:  You  can 
give  everything  equal,  superficial  attention,  or 
you  can  focus  on  those  matters  most  impor- 
tant to  recruiting  success.  Here’s  a hint  to  help 


you  decide  which  of  these  methods  to  use:  the 
first  way  doesn’t  work.  Most  significant  recruit- 
ing problems  arise  from  the  way  people  do  busi- 
ness. To  change  a Marine’s  habits,  you  have  to 
invest  the  time  to  convince  him  that  the  new 
way  is  best  (or  at  the  least  that  it’s  easier  to  do  it 
your  way  than  to  fight  you).  Six  months  later, 
the  new  way  will  be  the  old  way,  and  heaven 
help  you  if  you  try  to  change  it  back.  The  bad 
news  is  that  this  methodology  requires  tough 
decisions,  patience  and  discipline,  and  a lot  of 
effort.  The  good  news  is  that  it  works. 

The  Marines  of  the  6th  Marine  Corps 
District  are  true  professionals,  who  have  shown 
time  and  again  that  enthusiasm,  dedication  to 
duty,  and  devotion  to  the  ideals  of  the  Corps 
can  overcome  any  obstacle.  The  result  has  been 
nearly  20,000  fine  new  Marines  to  carry  on  the 
tradition.  It’s  been  an  honor  to  be  part  of  the 
team. 


Editor’s  Note:  LtCol  Owen  has  been  selected  to 
attend  the  Defense  Systems  Management  Col- 
lege, Fort  Belvoire,  Va.  in  December. 
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L4  Closer  Look 

I1 


Thanks  To  Our 
Recruiters  And  OSOs 

It  has  been  said  that  behind  every  good  man  there’s  a good  woman.  That  rings  true  for  our  Marine  Corps  too. 
For  behind  every  successful  Marine  stands  a proud  recruiter  or  Officer  Selection  Officer.  And  each  knows  that 
through  their  dedicated,  determined  efforts,  a Marine  is  developed  in  boot  camp  or  OCS;  educated  through  experi- 
ences gained  as  a member  of  the  Eagle,  Globe  and  Anchor  team;  and  then  returned  to  society  better  equipped  to 
achieve  greatness  in  any  walk  of  life.  Here  is  but  a brief  listing  of  successful  former  Marines: 


JAMES  H.  WEBB  JR;  novelist  and  Former  Secretary  of  the 
Navy 

F.  LEE  BAILEY;  lawyer 

PAT  ROBERTSON;  founder  and  president  of  the  Christian 
Broadcasting  Network,  host  of  the  700  Club  and  presidential 
candidate 

JOHN  GLENN;  Ohio  Senator  and  astronaut 

ADLAI E STEVENSON  III;  politician 

MIKE  MANSFIELD;  former  Senator  and  Ambassador  to 

Japan 

DONALD  REGAN;  former  White  House  Chief  of  Staff 
GEORGE  SHULTZ;  former  Secretary  of  State 
WILLIAM  “BUD”  MCFARLAND;  former  National  Security 
Advisor 

CHARLES  S.  ROBB;  former  Virginia  governor 
JOHN  WARNER;  former  senator  of  Virginia 
WILLIAM  BROYLES;  former  Newsweek  editor 
WALT  CUNNINGHAM;  astronaut 
JOHN  GAVIN;  actor  and  Ambassador  to  Mexico 
ARTHUR  O.  SULZBERGER;  owner  and  publisher  of  the 
New  York  Times 

JOHN  A.  MEYERS;  Chairman  Time  Magazine  Group 
JOHN  H.  CHAFEE;  former  Secretary  of  the  Navy 
ORVILLE  FREEMAN;  former  Minnesota  governor 
JACK  HOOD  VAUGHN;  former  director  of  the  Peace  Corps 
and  Ambassador  to  Panama 
DAN  RATHERS;  news  anchorman 

HODDING  CARTER  III;  former  assistant  Secretary  of  State 

for  Public  Affairs  and  newspaper  editor 

JACK  WATSON;  former  White  House  Chief  of  Staff  under 

President  Jimmy  Carter,  replacing  Hamilton  Jordan 

JOSEPH  FOSS;  former  South  Dakota  governor,  Medal  of 

Honor  recipient 

BO  SVENSON;  actor 

LEE  MARVIN;  actor 

GEORGE  G SCOTT;  actor 

STEVE  MCQUEEN;  actor 

GEORGE  PEPPARD;  actor 


GLENN  FORD;  actor 
STEVE  REEVES;  actor  and  Bodybuilder 
BRIAN  KEITH;  actor 
ROBERT  RYAN;  actor 
GENE  HACKMAN;  actor 
ED  MCMAHON;  TV  personality 
HUGH  O’BRIEN;  actor 
ROBERT  WAGNER;  actor 
CLU  GALAGHER;  actor 
EDDIE  EGAN;  actor 
MIKE  CONNERS;  actor 
MARTIN  MILNER,  actor 
BEA  ARTHUR;  actress 
LEE  TREVINO;  professional  golfer 
TED  WILLIAMS;  baseball  player 
HANK  BAUER;  baseball  player 
KEN  NORTON;  former  Heavyweight  champ 
LEON  SPINKS;  former  Heavyweight  champ 
BUM  PHILLIPS;  football  coach 
GENE  TUNNEY;  former  Heavyweight  champ 
BILLY  MILLS;  Olympic  Gold  Medal  winner  (Track) 
BILL  VEECK;  baseball  team  owner 
BARNEY  ROSS;  former  Middleweight  champ 
MIKE  WEAVER;  former  Heavyweight  champ 
FRANK  “TUG”  MCGRAW;  baseball  player 
EDDIE  LEBARON;  football  player 
JIM  BOUTON;  former  baseball  player  and  author 
CARMEN  BASILIO;  former  Middleweight  champ 
WES  SANTEE  track  star 
DAVE  TORK;  track  star 
JERRY  HILLENBRAND;  track  star 
WILLIAM  MCMILLAN;  Olympic  Gold  Medal  winner 
(Marksmanship) 

PATTY  BERG;  professional  golfer 

JIM  MORA;  New  Orleans  Saints  Head  Coach 


" Once  a Marine,  always  a Marine !" 


EDITOR’S  NOTE:  THIS  ARTICLE  APPEARED  IN  MAY’S  ISSUE  OF  THE  ROUNDUP. 
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Rechargin  ’ Your  Battery 


A lot  of  super  recruiters  have  said  that 
enthusiasm  was  the  single  most  important  key  to 
their  being  successful  in  the  recruiting  business. 
Knowledge,  sales  skills,  good  work  habits  all 
helped  make  them  successful  but  without  enthu- 
siasm none  of  the  other  items  arc  truly  produc- 
tive. 

You’ve  all  seen  the  power  of  enthusiasm 
work  on  the  playing  field  (remember  last  years 
world  series,  the  L A Dodgers’  enthusiasm  is 
what  made  the  difference).  We’ve  all  witnessed 
the  impact  an  enthusiastic  leader  can  have  on 


his  people.  Pay  attention  to  the  top  recruiters 
in  your  RS  or  RSS.  They  are  motivated  and 
excited  about  the  Marine  Corps.  The  thought 
of  anyone  not  wanting  to  be  a Marine  is 
unthinkable  to  them  and  they  always  look 
forward  to  seeing  their  prospects. 

In  his  book  How  To  Be  a Winner  In 
Selling.  Hugh  S.  Bell  describes  a five-point 
formula  for  developing  the  kind  of  enthusiasm 
you  need  to  become  the  kind  of  recruiter  that 
makes  things  happen.  Below  is  the  formula: 


Expose  yourself  to  enthusi- 
asts. We  tend  to  emulate  and  imitate 
the  mannerisms,  attitudes  and  habits 
of  those  whom  we  associate.  There- 
fore, if  we  associate  with  people  who 
are  successful,  we  up  our  potential  of 
being  successful.  Try  calling  a suc- 
cessful recruiter. 


Let  yourself  go.  The  only  place 
a poker  face  is  an  asset  is  in  a poker 
game.  Anywhere  else,  our  display  of 
approval,  admiration  and  enthusiasm 
are  much  better  allies.  You  must 
remain  approachable  to  your  poten- 
tial prospects  (the  “I’ll  tear  your  eye- 
balls out  for  looking  at  me”  approach 
just  doesn’t  hack  it  on  the  school  cam- 
pus). 


Be  an  actor.  Our  imagination 

3 can  be  our  best  friend  or  worst  en- 
emy. By  going  into  role-playing...  by 
acting  out  the  part  of  an  extremely 

successful  recruiter,  the  same  as  if  we 

were  at  center  stage...  we  become  so 
in  real  life. 


Speak  with  emphasis  and 
conviction.  Practice  speaking  so 
that  what  you  have  to  say  sounds 

4 important  and  exciting  (think  what 
your  reaction  would  be  like  if  you 
suddenly  learned  about  a million 

dollar  inheritance).  Put  the  same 

type  of  excitement  and  enthusiasm 
in  your  recruiting. 

Be  sincere.  Without  sincer- 
ity, enthusiasm  lacks  real  meaning. 
Non-sincere  enthusiasm  is  easy  for 
people  to  see  through.  Really  be- 

51ieving  in  what  we  are  doing  is  some- 
thing else. ...it  sells.  One  of  the  best 
ways  to  cultivate  sincerity  is  to  dis- 

associate  ourselves  from  criticism 

and  fault-finding.  Look  for  the 
best  in  every  situation.  Finding  it 
creates  happiness  and  enthusiasm. 

SEMPER  FIDELIS, 

THE  CONTACT  TEAM 
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Recruiter  Honor  Roll 

1 1 

- II  I ■— — — ■ — ^ — — — ■ 


7 Contracts 

Sgt.  J.  Pickerill,  RSS  Lawrenceville* 

6 Contracts 

Sgt.  R.  Britt,  RSS  Jackson,  Miss.  * 

5 Contracts 

SSgt.  T.  Thacker,  RSS  Chattanooga,  Tenn. 
SSgt.  J.  Riley,  RSS  Chattanooga,  Tenn. 

SSgt.  R.  Griffin,  RSS  Tampa,  Fla. 

Sgt.  A.  Johnson,  RSS  N.  Charleston,  Ga. 

Sgt.  D.  Hawkins,  RSS  Murphreesboro,  Tenn. 
Sgt.  R.  Hannah,  RSS  Knoxville,  Tenn. 

Sgt.  P.  Fascetti,  W.  Palm  Beach,  Fla. 

Sgt.  R.  Putnam,  RSS  Hickory,  N.  C.  * 

4 Contracts 

SSgt.  W.  Durham,  RSS  Birmingham,  Ala. 
SSgt.  L.  Pate,  RSS  Decatur,  Ala. 

SSgt.  C.  Jones,  RSS  Decatur,  Ala. 

SSgt.  J.  Kindler,  RSS  Leesburg,  Fla. 

SSgt.  R.  Brooks,  RSS  Fayetteville,  N.C. 

SSgt.  T.  Coleman,  RSS  Rocky  Mount,  N.C. 


SSgt.  R.  Hester,  RSS  Augusta,  S.C. 

SSgt.  K.  Savage,  RSS  Atlanta,  Ga. 

SSgt.  H.  Williams,  RSS  Columbia,  S.C. 

Sgt.  R.  Jones,  RSS  Birmingham,  Ala. 

Sgt.  G.  Lee,  RSS  Columbus,  Ga. 

Sgt.  D.  Thurston,  RSS  Pensacola,  Fla. 

Sgt.  C.  Greenfield,  RSS  Ft.  Lauderdale,  Fla. 
Sgt.  D.  Ivey,  RSS  South  Dade,  Fla. 

Sgt.  E.  Dominguez,  RSS  Tampa,  Fla. 

Sgt.  T.  Valerio,  RSS  South  Dade,  Fla.  * 

Sgt.  J.  Clark,  RSS  Burlingotn,  N.C. 

Sgt.  J.  Allan,  RSS  Kennesaw,  Ga. 

Sgt.  H.  Jones,  RSS  Lawrenceville,  Ga. 

Sgt.  J.  Martin,  RSS  Lawrenceville,  Ga. 

Sgt.  R.  Hicks,  RSS  Stone  Mountain,  Ga. 

Sgt.  S.  Smith,  RSS  Jacksonville  Beach,  Fla.  * 
Sgt.  E.  Haynes,  RSS  Daytona  Beach,  Fla  * 
Sgt.  H.  Jones,  Jr.,  RSS  Albany,  Ga  * 

Sgt.  W.  Carson,  RSS  Jacksonville,  Fla  * 

Cpl.  Hoffa,  RSS  Leesburg,  Fla. 

Cpl.  K.  Williams,  RSS  Winston-Salem,  N.C. 
Cpl  L.  Swearingen,  RSS  Gainesville,  Ga*. 

*Denotes  Recruiter  of  the  Month 


PACESETTERS- 
Recent  graduates  of  die 
NCOIC  Course  3-90. 
The  course  focused  on 
leadership  and  duties 
and  responsibilities  of 
6th  MCD  NCOICs. 


Sgt.  Joseph  Sawyer,  Jr. 
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I Recruiter  of  the  Month  I 

RS  Jacksonville 

Sgt.  H.  Jones,  RSS  Albany,  Ga,  Sgt.  W. 
Carson,  RSS  Jacksonville,  Fla.,  Sgt.  S.  Smith, 
RSS  Jacksonville  Beach,  Fla.,  Sgt.  E.  Haynes, 
RSS  Daytona  Beach,  Fla.,  and  Cpl.  L.  Swearin- 
gen, RSS  Gainesville,  Ga.  all  tied  by  writing 
four  contracts  each. 

General  consensus...  'We  applied  the  prin- 
ciples learned  in  recruiting  school,  kept  a positive 
attitude  and  got  out  in  the  community. " 

RS  Raleigh 

Sgt.  Ronald  L.  Putnam  of  RSS  Hickory, 
N.C.  netted  five  contracts. 

"It  took  getting  in  front  of  as  many  people  as 
possible  and  help  from  future  Marines  in  the 
pool" 

Primary  Mos:  Motor  Transport 

Hometown:  Canton,  N.C. 

Family:  Wife,  Vicky  and  daughter, 

Karol  Ann,  2 


RS  Orlando 

Sgt.  Jose  Valerio  of  RSS  South  Dade,  Fla. 
netted  four  contracts. 

7 got  out  there  and  found  the  hard  contracts 
using  the  ’ reality  instead  of  the  fantasy  ’ approach. " 


Primary  MOS:  Anti-Air  Gunner 
Hometown:  Ponce,  Puerto  Rico 

Primary  MOS:  Wife  Evelyn,  and  sons  Jose, 
8,  & Raymond-Luis,  4. 


RS  Montgomery 

Sgt.  Renoir  M.  Britt,  of  RSS  Jackson,  Miss, 
captured  the  title,  netting  6 contracts. 

7 spent  a lot  of  time  looking  up  those  prospects 
and  getting  more  face  to  face  time  with  them. 

Primary  Mos:  Motor  Transport 
Hometown:  Montgomery,  Ala. 

Family:  Wife,  Alva 


RS  Macon 


Sgt.  Joseph  Pickerill  of  RSS  Lawrencev- 
ille,  Ga.  sealed  the  title  with  seven  contracts. 

"I couln’t  have  done  it  without  the  tremendous 
help  from  my  future  Marines  and  recruiter  assis- 
tants. " 


Primary  MOS:  F-18  Mechanic 
Hometown:  Shepherdsville,  Ky. 

Family:  Wife,  Kris,  son,  Joseph, 

Jr., 3,  and  daughter,  Daniel 
Nicole,  2 


RS  Nashville 

SSgt.  Tracey  Thacker  of  RSS  Chat- 
tanooga , Tenn.  closed  with  five  contracts. 


7 kept  prospecting  and  meeting  my  objectives 
until  everything  fell  into  place. " 


Primary  MOS:  Platoon  Sergeant 

Hometown: 

Bluff  City,  Tenn. 

Family: 

Wife,  Jennifer  and  daughters. 
Crystal,  7,  Tiffany,  4 & 

Beth,  1 
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SHIPPING 


ENLISTED  RECRUITING  RESULTS 
MAY  FY90 


PSREG 


NPSREGM 


MSN 

SHIP 

% 

MSN 

SHIP 

% 

MSN 

FTL 

0 

0 

NA 

0 

0 

NA 

0 

JAC 

0 

0 

NA 

40 

40 

100.0 

40 

MAC 

1 

2 

200.0 

80 

80 

100.0 

81 

MON 

1 

1 

100.0 

53 

53 

100.0 

54 

NAS 

0 

1 

NA 

55 

55 

100.0 

55 

ORL 

0 

0 

NA 

87 

87 

100.0 

87 

RAL 

1 

2 

200.0 

47 

48 

102 . 1 

48 

DIST 

3 

6 

200 . 0 

362 

363 

100.3 

365 

NPSRESMG 

NPSRESMA 

MSN 

SHIP 

"6 

MSN 

SHIP 

o, 

"o 

MSN 

FTL 

0 

0 

NA 

0 

0 

NA 

0 

JAC 

10 

10 

100.0 

0 

0 

NA 

0 

MAC 

19 

32 

168.4 

9 

8 

88.9 

0 

MON 

15 

25 

166.7 

0 

0 

NA 

0 

NAS 

10 

39 

390.0 

6 

6 

100.0 

0 

ORL 

17 

33 

194 . 1 

0 

0 

NA 

0 

RAL 

18 

30 

166.7 

0 

2 

NA 

0 

DIST 

89 

169 

189 . 9 

15 

16 

106.7 

0 

NPSREGM+ PSREG 
HIP  % 

0 NA 

40  100.0 
82  101.2 
54  100.0 
56  101.8 
87  100.0 
50  104.2 
369  101.1 


NPSRESF 

SHIP 

0 

0 

3 

0 

0 

0 

0 

3 


NA 

NA 

NA 

NA 

NA 

NA 

NA 

NA 


NPSREGF 

MSN  SHIP  % 

0 0 NA 

2 2 100.0 

4 4 100.0 

3 3 100.0 

3 2 66.7 

4 5 125.0 

1 1 100.0 

17  17  100.0 

TOTAL  FORCE 
MSN  SHIP  % 

0 0 NA 

52  52  100.0 

113  129  114.2 

72  82  113.9 

74  103  139.2 

108  125  115.7 

67  83  123.9 

486  574  118.1 


NPSREG 

NPSRES 

NPSREG 

0.0 

0.0 

0.0 

64 . 3 

100.0 

97 . 6 

61 . 9 

93 . 0 

96.4 

66. 1 

92 . 0 

92.9 

66 . 7 

93 . 3 

96.5 

68 . 5 

75.8 

95.7 

65.3 

96 . 9 

98.0 

1 65.5 

91.0 

96.1 

SHIPPING  QUALITY 

%MG  I-IIIA  SHIPPED 


FTL 

JAC 

MAC 

MON 

NAS 

ORL 

RAL 


NET  NEW  CONTRACTING 
PSREG 

MSN  NNC  % 
FTL  0 0 NA 
JAC  1 1 100.0 
MAC  3 3 100.0 
MON  2 2 100.0 
NAS  2 1 50.0 
ORL  3 1 33.3 
RAL  2 1 50.0 
DIST  13  9 69.2 


NPSRES 
0.0 
100.0 
100.0 
100.0 
100.0 
100 . 0 
100.0 
100.0 


%NPSREG  4-6  YR 
TOE  SHIPPED 
0.0 

97 . 6 
100.0 
100.0 
100.0 
100.0 
100.0 

99.7 


QEP+CEP 

SHIPPED 

0.0 

25.0 
242.9 

28.6 

50.0 

66.7 

80.0 

86.8 


FTL 

JAC 

MAC 

MON 

NAS 

ORL 

RAL 

DIST 


MSN 

0 

8 

17 

14 

13 

14 
13 
79 


NPSRESMG 
NNC 
0 
9 
14 


NA 

112.5 

82.4 


24  171 

25  192 


18  128.6 
12  92.3 

102  129.1 


NPSREGM 

MSN  NNC  % 

0 0 NA 

44  39  88.6 

69  73  105.8 

64  48  75.0 

51  46  90.2 

94  95  101.1 

59  63  106.8 

381  364  95.5 

NPSRESMA 
MSN  NNC  % 

0 0 NA 

1 1 100.0 

5 6 120.0 

0 0 NA 

8 7 87.5 

0 0 NA 

0 0 NA 

14  14  100.0 


NPSREGM+PSREG 
MSN  NNC  % 

0 0 NA 

45  40  88.9 

72  76  105.6 

66  50  75.8 

53  47  88.7 

97  96  99.0 

61  64  104.9 

394  373  94.7 

NPSRESF 

MSN  NNC  % 

0 0 NA 

1 1 100.0 

1 1 100.0 

0 0 NA 

1 0 0.0 

0 1 NA 

0 0 NA 

3 3 100.0 


CONTRACTING  QUALITY 

° MG  I-IIIA  NNC 


NPSREGF 

MSN  NNC  % 

0 0 NA 

3 7 233.3 

6 4 66.7 

3 9 300.0 

5 1 20.0 

7 3 42.9 

6 4 66.7 

30  28  93.3 

TOTAL  FORCE 
MSN  NNC  % 

0 0 NA 

58  58  100.0 

101  101  100.0 

83  83  100.0 

80  80  100.0 

118  118  100.0 

80  80  100.0 

520  520  100.0 


FTL 

JAC 

MAC 

MON 

NAS 

ORL 

RAL 


NPSREG 

0.0 

69 . 6 

53 . 2 

70.2 

66.0 

64 . 3 

71.6 


DIST  65 


NPSRES 

0.0 

63 . 6 
61 . 9 

70.8 
81.3 
89 . 5 

66 . 7 

73.9 


% TIER 
NPSREG 
0.0 
100.0 


97 
103  , 
100, 
100, 
100, 
100, 


HSG  NNC 
NPSRES 
0.0 
100.0 
100.0 
100.0 
100.0 
100.0 
100.0 
100.0 


QEP+CEP  QUOTA 
CONTRACTED 
0.0 

25.0 
183 . 3 
160.0 

125.0 

75.0 

300.0 
138.7 


APR 

0.00 

1.35 


36 

36 

36 

36 

36 

36 
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FTL 

JAC 

MAC 

MON 
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ENLISTED  RECRUITING  RESULTS 
01  OCT  - 31  MAY  FY90 
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June  1990 


5 JUNE  1944 

The  Commanding  General,  V Amphibious 
Corps,  was  designated  the  Commander  of  all 
Fleet  Marine  Force  ground  units  in  the  Pacific 
Ocean  areas.  A Headquarters,  Fleet  Marine 
Force,  Pacific,  was  established  under  the  com- 
mand of  Lieutenant  General  Holland  M.  Smith. 


